T HE GENERATION of a Request For Proposal
(RFP) can be a daunting challenge to a radiology practice. It may represent huge capital investments for the practice. This poster will deal with the steps needed to prepare for the generation of the RFP for implementation of a Picture Archiving and Communication Systems (PACS) and Teleradiology services.
CORE TEAM FORMATION
Buying a system that one needs and wants is one that requires much thought and is not to be rushed into. A core team needs to be formed with one person able to give the thumbs up or down to various ideas and proposals. Members of the team should include representatives from major areas in the practice that will be affected. This includes physicians, technologists but also information technology personnel and administration. There will be others affected by workflow changes and they need to be included, i.e., receptionists and film librarian clerks. This group should help form the scope of the proposal and the timetable.
NEEDS ASSESSMENT
This is the critical area that many groups get sidetracked and lose sight of what the RFP is for. One needs to define your needs through interviews of personnel and review of current practice. The practice's business strategy, short and long term, must be clearly delineated. Are you looking to open new locations, improve productivity, do overreadings, do night readings or the play catch up to other radiology groups in the area? Examination of current sites should be performed. Analysis of current and expected data and other high bandwidth needs is to be performed. What types of compression, by far the most important factor in telecommunication charges, do you want? Do you want to be filmless? What is the vision of the network? Modelling of present and future network traffic needs to be done. Translate these into requirements. The deliverable is a User Needs Report.
VALUE GENERATION
Define how implementing this system will add value? Will there be significant cost savings? Will there be greater competitiveness on the part of your practice? Will the system help solidify and extend our current contracts? Will there be equity increase in the practice? Will the system help with turf battles? How elegant of a system do you want versus the cost and economic return of the system? How can one design the system and network to improve workflow and reengineer the workforce? Are there creative financing that one can do to purchase the system? The data one accumulates is an asset. How can one use it one's advantage? You need to find how to leverage the system to your best benefit.
PRIME VENDOR QUESTION
The use of a prime vendor or single vendor given the complexity of the plan needs to be evaluated.
RFP GENERATION AND RECOMMENDATIONS
Generate an RFP for a TeleradiologylPACS system based on the User needs. One must be cognizant of vendor limitations. This includes the DICOM connectivity requirements. Of importance, the timing and needs for future expansion needs to be elaborated as the scalability of the PACS to the ultimate size is very important. Important subtopics that are often not closely evaluated include:
• WANlNetwork Design: User needs analysis will help guide this problem. 
DICOM REQUIREMENTS SPECIFICATION
Detailed specification of the required DICOM compliance based on the user requirements. It is extremely important in our situation as a phased CHAN AND IMAM implementation is to be used. Stating complying with DICOM 3.0 is too vague.
RFP AUDIT
Comprehensive audit of an RFP to make sure that all elements of an RFP (functionality, performance, connectivity requirements, etc.) are covered prior to submitting it to vendors. This document is an RFP audit and may be performed by an outside consultant.
CONCLUSION
The RFP for this type of technology can make or break a practice if done incorrectly. By following the steps above the transition from an idea to reality should be much smoother and hopefully lead to a successful installation.
